
Making Your 
Business Valuable 
& Highly Sellable



STRATEGIC TRANSACTIONS - 
About Us

We’ve encapsulated all of our learning and 
experiences into Fit 4 Sale. This is your roadmap 
for building a highly valuable and sellable business 

Strategic Transac�ons is a fully 
licensed and accredited Sydney 
based M&A company specialising 
in business sales to strategic buyers.

We’ve helped make hundreds of 
business across mul�ple industries 
more valuable.

We are accredited for and offer a 
full range of services including: 
valua�on, deal modelling, exit 
planning & market intelligence.

Our exper�se is backed up with an 
ideas network of specialists across 
the 8 key assets that will help drive 
the profitability, growth and value 
of your business.

We believe that it’s our 
responsibility to create more so we 
can contribute more. Our clients & 
ourselves contribute towards 
worthy causes within the UN Goals 
for Sustainable Development.

SALE SPECIALISTS

EXPERIENCE

EXPERTISE

PARTNERSHIPS

WORTHY CAUSES
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You’re building a great business, 
but there’s an end date.

Your business is strong and though you’ve done a great job, you’ve a feeling that it could be even 
better. More profitable, able to grow faster, perhaps be even more resilient to any challenges that 
the industry may throw at you.
 
Fit 4 Sale will strengthen your business, grow your profit and make it future-resilient. Make it 
valuable, so when the time comes to sell, the business will be sought after. 

Exit planning is an essential step prior to selling your business. And Fit 4 Sale can help you. 

If you are planning to exit in the next five years, 
Fit 4 Sale may be just what you need.
We’ll take you through the steps to maximising 
the value of the business while making your 
working life less stressful and more enjoyable.

YOU’LL WANT TO……   
 

 � Sell the business at 
maximum value 
(or pass it on to family/ 
management successor 
in a great state).

 � Make maximum profit in  
the meantime.

 � Make the sale transaction  
smooth & easy.

 � Reduce the risk that you won’t  
find suitable buyers.

 � Exit when you choose without the 
new owner depending on you. 

The harder you work, 
the less you earn. 

- Business Maxim -

 � You haven’t fully 
optimised the potential 
of the business.

 � The business suffers 
certain deficiencies that 
makes it fall short.

 � The sale price won’t fund your 
future plans or dreams.

 � The business would be too hard – 
too complex, too large or too small 
to sell.

 � Certain negative factors could 
adversely affect its appeal.

BUT YOU’RE CONCERNED THAT….
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Fit 4 Sale is a tailored made programme to 
improve the vital aspects of your business 
that are most likely to be relevant to a 
strategic buyer.

It not about building perfection – just 
making big steps in the key elements of  
the business that will maximise your  
market value.

WHO 
will Fit 4 Sale help? 

Fit 4 Sale is designed for busy but motivated 
business owners. You are planning to 
exit your business eventually, probably 
via a trade sale, but you are prepared to 
dedicated between 3 months and 2 years 
structuring and growing your business 
before it goes to market. 

Successful participation in Fit 4 Sale depends 
on your ability to work on the business and 
your enthusiasm to make things happen. So 
you’ll have to be focussed, well resourced 
and able to delegate certain day-to-day 
operations to managers.

WHAT
is the goal of Fit 4 Sale? 

Fit 4 Sale is a flexible, individualised 
programme. The goal is to significantly 
increase your value, while lowering 
pre-exit business risk.  This programme 
is based on the individual needs and 
drivers of each business owner and is 
tailored to a specific industry. We work 
with you to improve aspects of the 8 key 
assets of your business. We will devise & 
implement strategies and achieve results. 

Their structured and 
rigorous assessment 
of our business 
really helped clarify 
our opportunities and 
our challenges. Together we built a really 
sound roadmap that included our existing 
products as well as our new innovations.

Iain Reynolds
Pocket Herbs & Produce
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HOW 
does Fit 4 Sale operate? 

Fit 4 Sale focusses on strengthening each 
of the eight assets of any business to drive 
revenue and profit. 

To benchmark your current value, Fit 4 
Sale starts with Value Discovery. Value 
Discovery assesses how well your business is 
performing and the gap between its current 
and potential value. While working with you 
on improving your business, we analyse the 
market and compile a long list of potential 
acquirers that could be interested in 
business and their motivations for doing so. 

As we get to work, building those eight 
assets, we concentrate on those assets 
most important to buyers. Throughout, 
we constantly measure how progress has 
increased the value of your business. 

WHEN
do you work with Fit 4 Sale? 

It’s important for business owners to 
allocate time working “on” as well as “in” 
the business. This allows you to have 
a holistic perspective and co-develop 
strategies for improvement.

We work together in consultative sessions 
on a regularly scheduled or as-needs basis. 
These sessions are spaced apart, goals are 
established and follow ups are arranged.  

Too many businesses don’t sell for anywhere 
near their potential. Part of the reason is that 
the right kind of buyers – strategic buyers – 
aren’t attracted to them. Such businesses 
languish in the land of price competition and 
low margins for their services.
 
Working together, we’ll differentiate your 
product / service offering making your 
business appeal to those larger strategic 
buyers who are motivated to acquire add-on 
businesses. Such acquisitions will contribute 
to the value of their own business –through 
geographic expansion, IP capture, product 
extension or simply wanting to attract 
quality to drive future business opportunity. 

WHY
is Fit 4 Sale indispensable? 

The work exceeded 
our expectations both 
in terms of securing 
a purchaser and in 
the price that was 
obtained for the sale. … 
They made strenuous efforts 
to understand both our company and 
the industry and then provided a set 
of insightful suggestions about how 
the company could be presented to a 
potential purchaser. 

Professor Robert Pryor
Vocational Capacity Centre

5All material is copyright of Knowledge 2020 Pty Ltd (t/a Strategic Transactions). All rights reserved. Not for reuse. ©2019



The formula to maximise 
business value.

You’ll achieve the very best sale price when your quality, profit producing assets are recognised as 
“must have” valuable by one or more strategic acquirers seeking to increase the value of their  
own enterprises.

With the Fit 4 Sale programme your understanding of your product, the customer and the evolving 
market combines with our business insights. We work with a pool of around 100 business specialists 
in areas as diverse as HR, social media, IP, IT and system optimisation to create and build value.

As you progress with Fit 4 Sale, your assets (top block) become more valuable. and the progress is 
specific tailored to the motives of strategic buyers (bottom block).

People AssetsCustomer AssetsFinancial Assets Product Assets

OPTIMISE ASSETS Vision & Goals
Co-Owner Agreement

Mo�va�on
Risk Management

Strategy

Brand AssetsSystems Assets IP AssetsCompe��ve Assets

Geographic Expansion

Key People

 Intellectual Capital

Customers /Channels Defensive

Market Share

Product Expansion or 
Diversifica�on

Consolida�on

BUYER MOTIVES
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The EIGHT ASSETS.

STRATEGIC
 
Although you are focussed on exiting the business, you’ll receive the highest value on exit if you 
focus on your business as a continuing entity. You are aiming to pass the ownership baton of a 
profitable and healthy and high growth business to a new owner.
 
Business strategy is the glue that brings 
the 8 assets together.  
98% of business owners believe 
there are opportunities to grow their 
business – only 32% have prepared a 
business plan to do so. 
 

 � What is your vision and goals 
for the long-term development 
of the business?

 � Are those goals shared with 
co-owners and other business 
stakeholders?

 � Are they written in the form of 
a business and financial plan?

 � What will motivate you to direct 
these strategies effectively?

 � How will you manage risk?
 
These goals should be formulated in 
co-ordination with other aspects of 
your future life – wealth, family, health 
& happiness.
 
Fit 4 Sale can work with your accountant and financial advisors to ensure there is alignment 
between the financial goals of the business and your personal financial, family, health and lifestyle 
goals. This is crucially important is areas such as tax and estate planning. 

IP
FINANCIAL
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PEOPLE
SYSTEMS

STRATEGIC

Chase the vision, not the money, the 
money will end up following you. 

Tony Hsieh, CEO Zappos
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The EIGHT ASSETS.

THE FINANCIAL ASSET COMPONENT WILL 
STRENGTHEN YOUR BUSINESS BY:

 � Systematising your accounting systems to dynamically 
track performance via reports and dashboards.

 � Benchmarking performance through industry best 
practice and establish KPI goals.

 � Utilising & driving best-of-class cash flow forecasting to 
ensure that strategic decisions can be funded.

 � Deploying current assets effectively to maximise returns 
while managing costs.

 � Building effective financial controls with traceable 
documentation that eliminate debtor risk, fraud and 
employee abuse.

 � Continually assess optimisation of supply chain and 
value chain. 

You can’t improve what you 
don’t measure.

Lord Kelvin

Fall down seven times and 
stand up eight.

Proverb

THE PRODUCT ASSET COMPONENT WILL  
STRENGTHEN YOUR BUSINESS BY:

 � Building a full product ecosystem with entry level 
options, upgrades, complementary products and 
ongoing recurring revenue services.

 � Continually improving product value through better 
design and functionality.

 � Embedding a product vision years ahead and encourage 
ongoing product innovation.

 � Building healthy margins through product extension, 
premiumisation and continued differentiation.

 � Ensuring that products are effectively marketed and 
distributed to a well-defined prospect niche with 
relevant messaging.

 � Managing pricing to ensure healthy margins that can 
withstand competitive erosion over time. 

FINANCIAL

PRODUCT
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The EIGHT ASSETS.

THE CUSTOMER ASSET COMPONENT WILL 
STRENGTHEN YOUR BUSINESS BY:

 � Visualising your product ecosystem through the 
eyes of customers and your target prospects.

 � Ensuring full customer participation through 
feedback as well as customer access to support  
& service.

 � Systematising an effective sales funnel that 
ensures a continual steady flow of prospects.

 � Improving customer retention by ensuring that 
customers have a continual positive experience 
with your products and your business.

 � Confirming that distribution channels are able to 
deliver to the target and that marketing publicises 
the right message.

There is only one boss; the customer. 
And he can fire everybody in the 
company, from the chairman down, 
simply by spending his money 
somewhere else. 

- Sam Walton - 

THE PEOPLE ASSET COMPONENT WILL 
STRENGTHEN YOUR BUSINESS BY:

 � Assessing leadership team and key employee 
capabilities. 

 � Ensuring workforce morale, momentum, 
motivation & productivity optimised. 

 � Developing effective retention strategies.

 � Having a clear culture, communications, and 
change management plan. 

 � Ensuring both capability & responsibility in 
decision making.

 � Understanding that rewards are market 
competitive and adjust your total reward packages 
to both attract and retain the best people.

Everyone has an invisible sign 
hanging from their neck saying, 
‘make me feel important.’ Never 
forget this message when working 
with people. 

- Mary Kay Ash - 

PEOPLE

CUSTOMER
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The EIGHT ASSETS.

THE SYSTEMS ASSET COMPONENT WILL  
STRENGTHEN YOUR BUSINESS BY:

 � Developing an accessible & centralised process and 
documentation system.

 � Ensuring rigorous project management throughout the 
internal processes of the business.

 � Utilising technology for both driving internal efficiencies 
and for building new products and markets.

 � Ensuring total cybersecurity protection as well as 
placement of effective back up & disaster recovery 
systems.

 � Creating opportunities to maximise the scalability of the 
business.

 � Maintaining sensitivity to quality, safety and the 
environment. 

Spend more time working on your 
business than in it.

Michael Gerber,  
business leader and author

The best time to plant a tree 
was 20 years ago. The second 
best time is now.

Chinese Proverb

THE COMPETITIVE ASSET COMPONENT WILL 
STRENGTHEN YOUR BUSINESS BY:

 � Understanding evolving needs of customer and 
potential customers.

 � Reviewing opportunities to integrate both horizontally 
and vertically to maximise performance.

 � Tracking and acting on market shifts with new 
competitors, technologies, suppliers and substitutes.

 � Building digital assets that enable new products & 
services and better ways of monetising and supporting 
current ones.

 � Engaging with the market by reviewing opportunities for 
collaboration, alliance or even acquisition. 

 � Maintaining market robustness by limiting dependence 
on single suppliers, channels or customers. 

SYSTEMS

COMPETITIVE
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The EIGHT ASSETS.

THE BRAND ASSET COMPONENT WILL 
STRENGTHEN YOUR BUSINESS BY:

 � Assisting with good community causes to improve 
positive perception of brand.

 � Building positive brand recognition through a 
good media profile and exposure.

 � Ensuring that the culture and values of your team 
are aligned with the brand.

 � Forming affiliate marketing relationship with other 
quality brands to increase exposure.

 � Making the brand a force for good.

 � Building brand credibility and endorsement 
through clear identity.

Doing good is good for business. 

Carolyn Butler-Madden, owner of 
The Cause Effect

THE IP ASSET COMPONENT WILL  
STRENGTHEN YOUR BUSINESS BY:

 � Encouraging continued creativity and innovation.

 � Protecting all business developed assets and 
expertise from outside exposure.

 � Making sure that proprietary IP is sustainable and 
continually built upon.

 � Ensuring that knowledge, methodologies 
& customer insights are preserved through 
watertight confidentiality.

 � Processing where possible that intellectual 
property is legally registered.

Intellectual property is about the 
future of the freedom to be as social 
beings with each other, and the way 
information, knowledge and culture 
will be produced. 

- Yochai Benkler -

IP

BRAND
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Next Steps - the journey
Not applicable for all, but a good indicator of what will happen. 

STRATEGY SESSION
We’ll get to know each other over a private and confidential consultation.
Here we’ll discuss your goals, your strategies and your challenges.

Resulting from this, you may choose to access the Fit 4 Sale programme. But if time is 
short and you need to sell quickly, Strategic Transactions can undertake pre-sale due 
diligence on your business. Once complete, we are ready to negotiate the sale of your 
business.

VALUE DISCOVERY 
Value Discovery, will give you a real insight into your business. We’ll estimate its current 
market value from a the perspective of a current buyer. 

To do this, we use a weighted blend of traditional intrinsic valuation techniques, 
comparable precedent transactions and buyer motivation modelling, 

From Value Discovery, we will help you develop a value creation road-map. This map 
highlights which of your key assets need to be developed, the priorities for doing so and 
the estimated value improvements achievable through this process. (the “value gap”) 

Value Discovery capture the reality of your business, It’s an industry game plan for real 
achievement.

ACQUIRER LONG LIST
Many profitable or growth oriented businesses can be attractive to strategic acquirers. 
Together we’ll look at the statewide, national and international marketplace and 
determine who the strategic acquirers could be and what their likely motivation is.

This exercise determines the structure and emphasis of the Fit 4 Sale programme.

EIGHT ASSETS 
Now that we understand the strengths and challenges of your business as well as 
the what the acquirer is likely to be looking for, we’re now in a position to structure a 
programme where we work on the top 5 or top 10 challenges that are most likely to 
result in a substantial increase in value.
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Next Steps - the journey
Not applicable for all, but a good indicator of what will happen. 

SELLING YOUR BUSINESS
With a strong business and a clear idea of who the target acquirer 
could be, the transaction will become much faster, smoother and 
more lucrative. Strategic Transactions project manages the sale of 
your business through a 10 step process

On completion of Fit 4 Sale, your business may be market ready. Or it may not. You may need to 
prove the higher business value by demonstrating consistent growth in revenue and profitability 
over a period of around two years. 

However, having a stronger business gives you greater choice. Options could include, for example a 
management buyout. You’ve created a more systematised, scalable business that would be easier to 
manage. Depending on how you structure it you may find an MBO (Management Buyout) less risky 
and easier to execute than a trade sale.

Alternatively, you may find that a more efficient business that’s easier and more enjoyable to 
manage is a more attractive proposition for your family or yourself to continue owning.

5

1

Establish Goals
Establish targets for sale value, exit 
method and �mescale – aligned to 

personal goals.

7

Nego�ate & Agree Terms
Nego�ate to maximise value 

& deal terms.

9

Complete Sale
Agree sale contract 
& other transfers.

3

Engineer Value
Recognising & an�cipa�ng market 

shi�s. Improving performance.

5

Develop Market Strategy
Developing sales materials 

& formalise documents.

2

Understand Buyer Perspec�ve
The what, who, why, which, when 

& how of buyer mindset.

6

Engage Buyers
Targeted publicity 

& direct buyer mee�ngs.

8

Drive Due Diligence Process
Drive to ensure honest, efficient 

& �mely process.

10

Oversee Transi�on
Maintain goodwill to ensure 

full value transfer.

4

Prepare for Sale
Appoin�ng advisors 

while ensuring 
business con�nuity.
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Why Fit 4 Sale Will 
Work For You.

Our experience through hundreds of transactions, advisory sessions and pre- and post-exit 
interviews with business owners is that it is often the soft skills such as enthusiasm & motivation 
rather than the hard skills like financial expertise that facilitate the greatest success.Because of this 
we have built Fit 4 Sale to make learning, strategy development and implementation as practical and 
pleasurable as possible. We seek to incorporate each of the following into every engagement:

FLEXIBLE
We’ll work solely on what’s 

needed around your 
existing (busy) schedule.

LONG TERM VALUE
We’ll build true 

value rather than 
accounting tricks.

CUSTOMISED 

Priorities are agreed on 
and every programme  

is different.

ACCOUNTABILITY
We’ll keep you on track 

while understanding that 
sometimes the unplanned 

does occur.

POSITIVE 

Otherwise life’s 
too short for the 

alternative!

ACCESS TO EXPERTISE 

Fit 4 Sale & our expertise 
partners have wide 

experience across all 
business assets.

MEASURABLE 

Through forecasting 
we’ll observe value 

increments.

FOCUS 

Everything is built 
around an end-goal.

We have 
approximately 
60,000 thoughts in 
a day. Unfortunately, 
95% of them are thoughts we had the 
day before.

Deepak Chopra  - Author

We don’t know 
who discovered 
water, but we’re 
certain it wasn’t 
a fish. 

John Culkin  - Media Scholar & Critic 
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ANY QUESTIONS?

A FINAL THOUGHT

By now, you’ll doubtlessly have many questions that we welcome the opportunity to answer.  Please 
get in touch, and ask us any or all of the following, and anything else that comes to mind

 � How much does the Fit 4 Sale programme cost?  (HINT: Depends on many factors)
 � How will I find the time? (HINT: Reset priorities)
 � Is this just for owners that want to sell? (HINT: Also for succession planning)
 � There’s a lot to learn here.  Must it all be completed? (HINT: Only select parts)
 � Will Fit 4 Sale have much impact if the market is evolving beyond our capability to make a 

difference? (HINT: Possibly)
 � Is Fit 4 Sale a coaching program? (HINT: Much more than that)
 � Can you guarantee results? (HINT: Depends on your commitment)
 � Do you understand my food / tech / health business? (HINT: Profit drivers are similar across 

different industries)
 � Does Fit 4 Sale actually sell my business? (HINT: Strategic Transactions undertakes sales) 
 � How does Fit 4 Sale value my business? (HINT: What buyers will pay for it)

Entrepreneurs deserve great exits! Our Australian small & mid-
sized businesses are the lifeblood of our economy. The results  
of your entrepreneurship and your risk-taking are what will 
enable our kids and grandkids to carry on enjoying the lifestyle 
that we all enjoy. 

Having built several businesses throughout my career, I’ve 
experienced all the stress, frustration and hassle when creating a sellable  
business. Ownership can be a lonely task even when you’re surrounded by people. 

Small mistakes can be magnified (ask me about my IP mess-up sometime) and having people 
around to challenge your thinking, makes you accountable. Gives you the focus to magnify 
your success.

Through Fit 4 Sale, we’ll be zealous for, and devoted to your success. Making this work for 
you will be our absolute labour of love. 

When we work together to deliver you the return-on-investment you deserve for your B,S&T 
(blood , sweat & tears) we’ll be the most eager celebrants at your after-sale party!

 
- Mark Ostryn -
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BUSINESSS FOR GOOD

As business people, we believe 
that it’s our responsibility to create 
more so we can contribute more. 
The UN Goals for Sustainable 
Development provides a growth 
framework for developing 
countries. Strategic Transactions 
support various charities and the 
B1G1 framework.

We have directly undertaken 
projects in Myanmar and the 
Pacific Islands as well as donating 
a proportion of our profits from 
workshops, consulting and success 
fees to support such initiatives.

Strategic Transactions support:
Goal No. 08 Decent Work & 
Economic Growth of the  
United Nations Sustainable 
Development Goals.

Level 3, 50 York St, Sydney NSW 2000
info@strategictransactions.com.au | 1300 862 511
strategictransactions.com.au

mailto:info@strategictransactions.com.au
http://strategictransactions.com.au
https://www.facebook.com/strategictransactions/
https://twitter.com/Deal_Valuation
https://www.linkedin.com/company/strategic-transactions-&-valuations

